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DOE’s Mission 
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OSDBU’s Mission 
The OSDBU’s mission is to 
maximize contract and financial 
opportunities  for small businesses 
and entrepreneurs at the 
Department of Energy. This is 
accomplished through the 
promulgation of policy, 
establishment of goals, outreach to 
small businesses and 
entrepreneurs, as well as, 
coordination with the Office of 
Procurement and Financial 
Assistance.  Specific areas of 
focus include socio-economic 
based businesses, subcontracting, 
and collaboration with program 
offices.  
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Site and Facility Management 
Contractors (FMCs) 

Consist	  of	  85%	  of	  our	  procurement	  base,	  we	  retain	  only	  15%	  
DOE	  has	  approximately	  15,000	  FTEs	  and	  100,000	  contractor	  workforce	  

Not	  bundled	  (ref.	  FAR	  2.1).	  They	  are	  sancJoned	  by	  FAR	  17.6	  
Limited	  Liability	  CorporaJons	  (LLC)	  –	  Only	  responsibility	  is	  to	  manage	  and	  operate	  
specific	  facility	  

Performance-‐based,	  Award	  Fee,	  and	  Award	  Term	  
Approximately	  40	  FMCs,	  17	  of	  which	  are	  NaJonal	  Laboratories	  (NL)	  

NLs	  are	  Federally	  Funded	  Research	  &	  Development	  Centers	  (FFRDCs)	  (ref.	  FAR	  2.1)	  
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Doing Business with the DOE 
•  Link to the OSDBU Page – www.smallbusiness.energy.gov       
•  Small Business Program Managers Directory  
•  Procurement Technical Assistance Centers (PTAC)s  
•  SBA website  
•  DUNS Data Universal Numbering System  
•  NAICS Codes  
•  DOE Business Forecast  
•  SBOT – Small Business Outreach Tool  

–  GSA - Information on how to become a Federal Supply 
Schedule (FSS) contract holder You are established as 
responsible.  

–  You are prices are deemed “fair market” prices.  
–  Also, Government can do set-asides from FSS.  
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Rules of Engagement 

•  Register with the System for Award Management (SAM) 
-  www.sam.gov  

•  Check out FedBizOpps: https://www.fbo.gov for 
synopsized acquisitions  

•  Register with FedConnect – to view current business 
opportunities receive solicitations, and submit proposals 
– https://www.fedconnect.net/FedConnect/  

•  Check out SBA’s “Sub-Net”: http://web.sba.gov/subnet. 
SubNet is equivalent of FedBizOps for subcontracting 
opportunities posted by primes  
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Rules of Engagement 

•  Go to DOE’s website – www.energy.gov and use the 
DOE search engine (white search box) in the upper right 
hand corner of page to find information about anything 
regarding DOE and its projects – i.e. type in “biomass” 
and see what you retrieve  

•  Also, use Google search engine  
•  Scroll to bottom of www.energy.gov and link to Small 

Business. This is the Office of Small and Disadvantaged 
Business Utilization. Our direct link is 
www.smallbusiness.energy.gov.  
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Rules of Engagement 

Learn how to prepare an effective proposal. 
Incumbents do not always win recompetitions. 

Contact Procurements Technical 
Assistance Centers (PTACs) if you need 

help. 
Be persistent. 

Plan ahead – allow 1.5 to 2 years to prepare a proposal for major 
requirement. 

Response to sources sought 
synopses. 

Consider teaming arrangements if 
requirements are steep. 

Engage with program elements.  Know their mission and requirements. 

Create a demand by becoming a solution 
to DOE requirements, instead of just 

fishing for work. 
Attend outreach sessions and 

network with other contractors. 

14 | 
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Sandia National Laboratories 
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•  Core purpose 
–  To help our nation secure a 

peaceful and free world 
through technology  

•  Highest goal 
–  To become the laboratory that 

the United States turns to first 
for technology solutions to the 
most challenging problems 
that threaten peace and 
freedom for our nation and the 
globe 

Our	  Business:	  	  NaJonal	  Security	  



Sandia’s	  History	  
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Sandia	  CorporaJon	  	  
§ 	  AT&T:	  1949	  –	  1993	  	  
§ 	  Mar(n	  MarieSa:	  1993–1995	  
§ 	  Lockheed	  Mar(n:	  1995–present	  
§ 	  Exis(ng	  contract	  expired:	  March	  31,	  2014	  
§ 	  Two-‐year	  contract	  extension:	  April	  30,	  2016	  
§ 	  One	  year	  op(on	  to	  extend:	  April	  30,	  2017	  

Government	  owned,	  contractor	  operated	  

Federally	  funded	  
research	  and	  development	  center	  

Governance	  Structure	  



Sandia’s	  Sites	  
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Albuquerque,	  New	  Mexico	   Livermore,	  California	  

Waste	  Isola<on	  Pilot	  Plant,	  
Carlsbad,	  New	  Mexico	  

Kauai,	  Hawaii	   Pantex	  Plant,	  
	  Amarillo,	  Texas	  

Tonopah,	  Nevada	  



Socioeconomic	  Goals	  &	  Accomplishments	  
FY2013	  	  	  
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Goal FY13 September, FY13



FY2013	  Total	  Sandia	  Expenditures	  
*Spend	  Dollars 
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$2,606,966,000	  

Corporate	  Taxes	  
$62,942,000	  

Procurement	  Card	  
Purchases	  
$70,189,000	   Labor	  and	  Noncontract-‐	  

Related	  Payments	  
$1,499,178,000	  

Contract-‐Related	  
Payments	  

$974,657,000	  
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Sandia	  Contract-‐Related	  Payments	  
FY2013	  

•  Small	  Business	  
•  Other	  than	  Small	  
•  Total	  

–  Woman	  Owned	  
–  HUBZone	  
–  Small	  Disadvantaged	  
–  8(a)	  
–  Veteran	  Owned	  
–  SDVOSB	  
–  Small	  Business*	  
–  *nonminority,	  nonwoman,	  nonveteran	  owned	  

•  $499,317,000	  
•  $475,340,000	  
•  $974,657,000	  

–  $104,888,000	  
–  $14,141,000	  
–  $138,634,000	  
–  $33,583,000	  
–  $62,155,000	  
–  $21,016,000	  
–  $124,900,000	  



Socioeconomic	  Goals	  &	  Accomplishments	  
FY2014	  	  
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Goal FY14 April, FY14
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Goal FY14 April, FY14



Small	  Business	  UJlizaJon	  Department	  	  
Menu	  of	  Services	  

•  Business	  Point	  of	  Contact	  
•  Small	  Business	  Advocacy	  
•  Supplier	  Data	  Management	  
•  Review,	  Approve	  &	  Monitor	  Subcontrac(ng	  Plans	  
•  Awareness	  of	  Corporate	  Socioeconomic	  Goals	  
•  Recogni(on	  &	  Rewards	  for	  U(liza(on	  of	  Small	  Businesses	  
•  In-‐Reach	  Ac(vi(es	  
•  Sourcing	  
•  Business	  Opportuni(es	  Website	  
•  Connec(ons	  
•  Outreach	  Ac(vi(es,	  Supplier	  Community	  Forums	  &	  Engagement	  with	  

Supplier	  Community	  
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Sourcing	  
Where	  Do	  We	  Find	  Suppliers	  

•  Business	  Opportuni(es	  Website	  (BOW)	  
•  Connec(ons	  
•  Industry	  /	  Program	  Specific	  ‘Day’	  
•  Local	  and	  Na(onal	  Conferences	  
•  Dynamic	  Small	  Business	  Search	  (DSBS)	  

–  HTTP://DSBS.SBA.GOV/DSBS/SEARCH/DSP_DSBS.CFM	  	  

•  System	  for	  Award	  Management	  (SAM)	  	  
–  WWW.SAM.GOV	  	  

•  Women’s	  Business	  Enterprise	  Na(onal	  Council	  (WBENC)	  
–  HTTP://WWW.WBENCLINK.ORG	  	  

•  Veteran	  Owned	  Business	  
–  WWW.VIP.VETBIZ.GOV	  	  
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Sourcing	  
Sandia’s	  ExpectaJons	  of	  our	  Suppliers 
•  Do	  Your	  Research	  

–  Is	  Sandia	  your	  market?	  
–  Know	  who	  we	  are	  
–  Know	  what	  we	  buy	  
–  Know	  how	  we	  buy	  

•  Sell	  Your	  CapabiliJes	  
–  Iden(fy	  your	  “uniqueness,”	  technical	  

exper(se,	  safety	  record,	  business	  
acumen,	  financial	  strength,	  quality	  
systems,	  and	  prior	  experience(s)	  

•  Supply	  Best	  Value	  
–  Ensure	  customer	  sa(sfac(on,	  provide	  

quality	  products/services,	  and	  
con(nuous	  improvement	  

•  Make	  Contact	  
–  Network,	  forge	  rela(onships,	  build	  

trust,	  be	  persistent,	  and	  be	  pa(ent	  
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What	  Sandia	  Looks	  for	  in	  our	  
Suppliers	  

•  The	  ability	  to	  demonstrate	  sustained	  
high	  performance	  in	  cost,	  quality,	  
safety,	  and	  on-‐(me	  delivery	  

•  InnovaJon	  and	  responsiveness	  

•  Customer	  focused	  

•  Financially	  healthy	  and	  lean	  

•  Product	  and	  service	  leadership	  within	  
their	  industry	  

•  Shared	  commitment	  to	  mission	  success	  
able	  to	  assist	  Sandia	  in	  achieving	  our	  
na(onal	  security	  mission.	  



Business	  OpportuniJes	  Website	  (BOW)	  
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•  An	  easy-‐to-‐use	  Internet	  applica(on;	  Accessible	  24/7	  
–  Website:	  hSps://supplierportal.sandia.gov/OA_HTML/snl/AbstractQuery.jsp	  

•  Opportuni(es	  list	  poten(al	  contrac(ng	  opportuni(es	  for	  products	  and	  services	  
–  Direct	  link	  to	  Buyer	  
–  As	  early	  in	  the	  procurement	  process	  as	  possible	  

•  Opportuni(es	  are	  listed	  in	  accordance	  with	  the	  North	  American	  Industry	  
Classifica(on	  Codes	  (NAICS)	  

•  Enables	  firms	  to	  iden(fy	  contrac(ng	  opportuni(es	  to	  supply	  their	  products	  &	  
services	  to	  SNL	  

•  Buyers	  are	  required	  to	  post	  opportuni(es	  to	  the	  SNL	  Business	  Opportuni(es	  
Website	  
–  Compe((ve	  requirement	  of	  >	  $100K	  or,	  	  
–  Sole-‐Source	  requirement	  of	  >	  $500K	  

•  Sole-‐Source	  Contrac(ng	  Opportuni(es	  
–  Internal	  pos(ng	  only	  
–  SBUD	  has	  access	  to	  and	  may	  suggest	  addi(onal	  suppliers	  

•  Buyers	  are	  highly	  encouraged	  to	  use	  this	  website	  for	  procurements	  outside	  the	  
threshold	  	  



Business	  OpportuniJes	  Website	  (BOW)	  
How	  to	  Subscribe	  to	  Receive	  PosJngs	  
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Business	  OpportuniJes	  Website	  (BOW)	  
How	  to	  Get	  on	  a	  Sources	  Sought	  List	  
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Business	  OpportuniJes	  Website	  (BOW)	  	  	  



Don	  DevoJ,	  Manager 	   	   	  djdevot@sandia.gov 	   	  505-‐284-‐4338	  
Small	  Business	  Program	  Manager	  

	  
SMALL	  BUSINESS	  ADVOCATES	  

	  
Jim	  Green 	   	   	   	  jjgreen@sandia.gov	   	   	  505-‐844-‐0765	  

Veteran	  &	  Service	  Disabled	  Veteran	  Owned	  Small	  Business	  Advocate	  
•  Weapons	  Engineering	  /	  Product	  Realiza(on	  &	  Infrastructure	  Procurement	  
•  Na(onal	  Security	  Programs	  and	  Pulsed	  Power	  Sciences	  Procurement	  

Marie	  Myszkier 	   	   	  mamyszk@sandia.gov 	   	  505-‐284-‐9671	  
8(a),	  Small	  Disadvantaged	  and	  HUB	  Zone	  Small	  Business	  Advocate	  
Alaska	  Na<ve	  Corpora<ons	  &	  Indian	  Tribes	  Advocate	  
•  Energy,	  Security	  and	  Interna(onal	  Procurement	  
•  Science	  &	  Technology	  and	  Research	  Founda(on	  /	  Compu(ng	  &	  Network	  Services	  /	  Informa(on	  
Systems	  Development	  /	  CIO	  Procurement	  

•  SNL	  California	  Procurement	  
Ann	  Riley 	   	   	   	  ajriley@sandia.gov 	   	  505-‐284-‐9550	  

Woman	  Owned	  Small	  Business	  Advocate	  
•  Infrastructure	  Opera(ons	  &	  Protec(on	  Procurement	  
•  JIT	  /	  Rapid	  Procurement	  

	  
	  

Business	  Point	  of	  Contact	  	  	  	  	  supplier@sandia.gov	  	  	  	  	  800-‐765-‐1678	  

Small	  Business	  UJlizaJon	  Department	  
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QuesJons	  &	  Answers	  
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